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1 5 Benson & Hedges Mulfbifilter "Superbowl Sales Drive”, produced'some 

:ellent results for the brand. Some of these were: ^ 

"v^^During sellMn and promotion period sales were: up 12.51 * ' v. P 

: The net gain thru December 115* 1972 was a + 7.3$ 

794 distributors plus some 2,500 sales representatives particl- 

'* Nearly 200,000 cartons were sold 
67,091 displays were placed 

exciting new distributor program has been developed for Benson & Hedges 
Itifilter. The theme is, "Benson & Hedges Multifilter Cash-In Drive;' 

The main purpose: of this program is to provide distributor sales represen- 
^^^r^^ tatives writhi the right incentive to fill any distribution gaps, andl improve 
retail inventory levels. 

#(-v *.>V* • • 

PROGRAM DETAILS 

. Twenty cents (204) cash will be given for each 2-carton unit of 
■■<}Multifilter sold per location (limit, one 2-carton sale per outlet).. 

- jSPA • ‘i • v v 
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. Thirty cents (30{) cash will be given for every special 10-pack , y . 

^ . display unit placed per location during the same sale. (Note: 

' The 10-pack display may be part of the 2-carton sell-in for a total 

;*• - °f 5°* cash (limit one 10-pack display per outlet.) 

• .. Distributor principals will receive a 20$ over-ride on the total! cash 

; . earned for sales and display placement performance by all of their 
: . . ? salesmen duriingi the program period. 

->v 

' . Each distributor salesman will! be eligible to enter the "Cash^In 

s r Sweepstakes" and will receive one entry blank. (Note: Partici- 
$ ^ : S%-pa*1on in the sales program is not required for eligibility in the 
^Sweepstakes, but the entry form must be completed.) The Sweepstakes 
grand prize winner will receive a Lindal cedar A-frame home --or, 
$10,000. Six (one im each region) distributor salesmen will receive 
a Sweepstakes second prize — $300 cash. 
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^ The distributor principal of each salesman who wins a second prize, 

• v Will also receive $300., 

■ - v • • ■ ’•••"'"• - . 

' • s ^ x retailers (one in each region) will also win $300 in a special 

T ■'k%$.$( y :i.'”Cash+ln Sweepstakes." Retailers simply fill in and mail the postage 
;^paid postcard provided by distributor salesmen. A drawing will be held 
— determine the six winners.. r . * 

assist us at Headquarters In determining the effectiveness of these 
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programs with "retailers", please indicate on the "Retailer Sweepstakes 

te on the 
A rubber 


Postcards" your individual assignment number . This can be dbne on 

;-/IC back of each postcard before leaving them with distributors. A rul_ 

U ^-’Stamp with your assignment number (plus a stamp pad) will be: sent to you 

-V^Jr for this purpose. , i v * ’ll; 

r '‘ ' ■ 

retailer sweepstakes was a great success during the last Benson & Hedges 
Multifilter program. It gave the retainer an added incentive to buy, dis- 
.. play and promote Benson & Hedges Multifilter. This sweepstakes should accom- 
,ivt pllish the same purpose. ■ . . . . 

tfm'-fr.r* • • ■■■•! .. '• ■. . y* / • : y ./ ... 

TIMETABLE _ • 

The distributor sales effort should be set for any one week between April 
2, and April 28, 1973. 

Upon receipt of materials, begin at once to contact your distributor 
accounts. Make arrangements to attend as many distributor sales meetings 
as possible to solicit full support of the distributor salesmen for this 
program. This will give you an opportunity to develop some visuals and 
use the presentation skills learned at the recent seminar. 
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When preparing your presentation, make certain that you point out the 
growth of Benson & Hedges Multifilter, the advertising support being 
given the brand, and the money that can be made during the drive. You 1 
l \ will also want to use any local data you can to strengthen your presen- 

•• • l ^ tation. 

‘ ) v* 'i r • i. . . r . . • • 


iV ' 




•••i, ■■ . 




Get with each distributor principal and establish objectives for each of 
his salesmen. Order extra Benson & Hedges . MUItifiiter to accommodate 
their needs during the sales drive. 

When a distributor agrees to participate, .you must have a Participation! 
Agreement signed and forwarded to Mr. Jim Hill, New York Office, immedi¬ 
ately. 

;.1, • 1 • 

MATERIALS 

The attached sheet shows the quantity of supporting materials being sent to 
you. Some details regarding these materials are: 

. All material is being sent to you in bulk. You should! collate the! 
proper pieces before making a presentation.^ 

. Brochures are provided only for presentations to distributor 
principal. Place a copy of each form (and a display) 1 in each 
brochure. 
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C d :i t ' : Each participating distributor salesman should be given a leather wallet. 
; {>!’ i-Place a Cash Account Book in the left side of the wallet. This serves as 
’’jV* an account and display record-keeper and includes the salesmen's "Cash-In 
• V. ' ' • • 1 ‘Sweepstakes" official entry form. On the right side of the wallet, place 

£ '&$■*•'tthe retail promotion folder. This attractive, high quality wallet Is a 
J 'HHW^ fur t her improvement in our effort to reduce the paper work involved!.. It is 
a nice accessory he can keep long after the drive is completedL The 
.extended use of the wallet will be a reminder to continue selling and pro- 
i moting Benson & Hedges Multifilter. -• 
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- •fH^^iD!v1 s io n Managers will not be sent a supply of materials. Alii needed quan- 
■'.T ; t^A 'y.t1ties should be requisitioned from Section Sales Managers, Section Saltes 
'i Managers should also be responsible for redistributing! materials if necessary. 

small amount of material I is available for re-order by Area Managers-Dis- 
^^liK^J^MS’trlbut'or Sales, but before dbiing so, check with your Section Sales Manager. 


: A ' CONTROLLING THE PROMOTION 

■ • 


a i^VP'The control of this program is placed in your hands, where it rightfully 
belongs. It is essential that proper control be executed for the benefit 
- ’ mm* the brand » to set a precedent for future distributor drives, and for the 
flood our overall business. • % i4 • - v 1 

’ ; Emphasis, should! be made to the distributor principal that performance is a 

! must. In most instances, performance levels have been very good, however, 

.there are accounts where clbse control shouldl be exercisedi This is espe- 
’yi* V*V. ( ; cially true in those accounts not having a sales force or where their past 
, 1 history indicates low performance. It is difficult to monitor alII placement 

: ; pr locations during the time limits of the promotion, therefore, each Cash 

■yvty^Yv ; Account Book shouldl be reviewed carefully. If discrepancies are found, first 
V< t * review these with your Section Sales; Manager, then contact the distributor 

;-p' J VJ #\A-\ principal to make any necessary adjustments. 

v ^ prr,, • 

CLOSING OUT THE PROMOTION 

Y All Distributor Over-Ride forms and accompanying Cash Account Books must be 

picked up by May 11 . These forms must be received in the New York Office 
^ v ’ 7 7, no later than May 18. The retailer sweepstakes drawing willl be held duringi 
the week of May 28. The distributor sweepstakes will be held the week of 
\ ;.y ! yy June 4. We have allowed this additional time after the pick-up date to insure 
..;yr*!"i-< 5 . that all entry forms are in. 
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The "SuperboSrl Sweepstakes" was a great success. The "Cash-In" Program 
should build from this success to achieve an eveni greater pay-out for Benson 
& Hedges Multifilter. I know each of you will give it your best effort. 


J rtf. JEB LEE 
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